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but earn no profits, are automatically thrown out of business.
At the other end of Fig. 43 the most efficient competitive middlemen., receiving the same margin of 30 cents per unit handled that was received by the least efficient middlemen, are shown as having reduced their expenses to 10 cents instead of 32 cents, thereby earning a profit of 20 cents per unit. Profit regulation as viewed by the public is one of making the line indicating the selling price become parallel with the upper expense line instead of keeping the buying and selling price lines parallel while moving them closer together. The premium must always be so arranged that the higher the quality of product or service the greater the reward. Then capable competitive management will be stimulated always to do its best in behalf of farmers and consumers. To ignore the valuable influence of the premium, on the contrary, would be destructive because those who work diligently to become efficient would slip back into less and less efficient groups as the premium is successively reduced.
The improvement of marketing depends directly upon two things: (i) the disco ery and use of increasingly efficient marketing methods by middlemen, whether these be private, cooperative, or governmental; and (2) the constant and effective elimination of outworn and inefficient methods. So long as private middlemen dominate the marketing of farm products it is directly to the interest of the more efficient to have enough inefficient concerns in business to make a wide margin. Were business done competitively by the most efficient only, profits would fall because the buying and selling price lines would be closer together, in fact, so close that were the diagram (Fig. 43) remade to represent this improved situation the black area representing expenses would not only be somewhat smaller but the white area meaning profits would be decidedly smaller. Stated differently, 'he change caused by a reduced marketing margin would mean that the top or